


Abusive: extremely offensive and insulting 

Access: approach or enter (a place) 

Accomplish: achieve or complete successfully 

Adequate: satisfactory or acceptable in quality or quantity 


Analyse: examine (something) methodically and in detail, typically 
in order to explain and interpret it 


Annoy: make (someone) a little angry; irritate 


Anticipate: guess or be aware of (what will happen) and take 
action in order to be prepared 


Apology: a regretful acknowledgement of an offence or failure 


Assemble: gathering together (of people) at one place for a common 
purpose 


Automated: convert (a process or facility) to be operated by largely 
automatic equipment 


Breach: an act of breaking or failing to observe a law, agreement, 
or code of conduct 


Calm: not showing or feeling nervousness, anger or other strong 
emotions 


Cautious: (of a person) careful to avoid potential problems or 
dangers 


Collateral: something pledged as security for repayment of a loan, 
to be forfeited in the event of a default 


Competent: having the necessary ability, knowledge or skill to do 
something successfully 


Consistent: acting or done in the same way over time, especially to 
be fair or accurate 


Consumption: the action of using up a resource 
Contingency: a provision for a possible event or circumstance 
Courteous: polite, respectful or considerate in manner 


Credit: the ability of a customer to obtain goods or services before 
payment based on the trust that the payment will be made in future 


Criteria: a principle or standard by which something may be judged 
or decided 


Curiosity: a strong desire to know or learn something 
Debt: a sum of money that is owed or due 


Default: failure to fulfil an obligation, especially to repay a loan or 
appear in a court of law 


Deferred: put off (an action or event) to a later time; postpone 


Distinct: recognisably different in nature from something else of a 
similar type 
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Domain: a specified sphere of activity or knowledge NOTES 


Elaborate: Involving many carefully arranged parts or details; 
detailed and complicated in design and planning 


Embarrassing: causing (someone) to feel awkward, self-conscious, 
or ashamed 


Essential: absolutely necessary; extremely important 
Expenditure: the action of spending funds 


Flexible: able to be easily modified to respond to altered 
circumstances 


Formal: done in accordance with convention or etiquette; suitable 
for or constituting an official or important occasion 


Frequent: occurring or done many times at short intervals 


Gauge: a tool for checking whether something conforms to a desired 
dimension , a means of estimating something 


Generic: characteristic of or relating to a class or group of things; 
not specific 


Hire: obtain the temporary use of (something) for an agreed payment 
Intermediate: coming between two things in time, place, character, etc 


Lend: allow (a person or organization) the use of (a sum of money) 
under an agreement to pay it back later, typically with interest 


Merchandise: promote the sale of (goods), especially by their 
presentation in retail outlets 


Obligation: an act or course of action to which a person is morally 
or legally bound; a duty or commitment 


Perceive: become aware or conscious of (something); come to realise 
or understand 


Perception: the way in which something is regarded, understood, 
or interpreted 


Persuade: cause (someone) to believe something, especially after a 
sustained effort; convince 


Pledge: a solemn promise or undertaking 


Prescribe: recommend (a substance or action) as something 
beneficial 


Prompt: done without delay; immediate 


Prompt: (of an event or fact) cause or bring about (an action or 
feeling) 

Relevant: closely connected or appropriate to what is being done 
or considered 


Reliable: consistently good in quality or performance; able to be 
trusted 


Remote: (ofa place) situated far from the main centres of population; 
distant 
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NOTES Retention: continued possession, use, or control of something 


Requisition: a formal written demand that something should be 
performed or put into operation. 


Reveal: make (previously unknown or secret information) known to 
others 


Review: acritical appraisal of a book, play, film, etc., published ina 
newspaper or magazine 


Risk: a situation involving exposure to danger 

Segment: each of the parts into which something is or may be 
divided 

Sole: belonging or restricted to one person or group of people 


Strategy: a plan of action designed to achieve a long-term or overall 
aim 


Trick: a skilful act performed for entertainment or amusement 


Unique: being the only one of its kind; unlike anything else 
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